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Motivation of R6J) Entrepreneurs:  Determinants of Company Success 
specffically,  the r e l a t i o n s h i p s  between t h e  en t r ep reneur s '  need f o r  I 
t o  t h e  performance of t h e  e igh teen  small  companies they  founded and 
ope ra t ed .  The r e s u l t s  i n d i c a t e  t h a t  t h e  en t r ep reneur s '  need f o r  
2 E a f f i l i a t i o n  i s  not a s i g n i f i c a n t  f a c t o r  i n  determining company p e r -  
:\b 2 formance. However, h igh  need f o r  achievement and moderate need f o r  power a r e  a s s o c i a t e d  wi th  h igh  company performance. High need f o r  
achievement seems t o  be a necessary c o n d i t i o n  f o r  high performance 
whereas moderate need f o r  power seems t o  make i t  more probable .  The 
i n f l u e n c e  of need f o r  power on performance seems t o  b e  der ived through 
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INTRODUCTION 
. 
Numerous a t t empt s  have been made t o  i d e n t i f y  t h o s e  p e r s o n a l i t y  
t r a i t s  which d i f f e r e n t i a t e  l eade r s  from non-leaders  o r  e f f e c t i v e  l e a d e r s  
from i n e f f e c t i v e  l e a d e r s .  These s t u d i e s  have, i n  g e n e r a l ,  f a i l e d  t o  
f i n d  any c o n s i s t e n t  p a t t e r n  of d i f f e r e n t i a t i n g  t r a i t s .  I n  a broad sense ,  
t h e  p re sen t  r e s e a r c h  i s  analogous t o  t h e s e  p r i o r  e f f o r t s  i n  t h a t  i t  seeks  
t o  e x p l a i n  company performance on t h e  b a s i s  of c e r t a i n  p e r s o n a l i t y  char-  
a c t e r i s t i c s  o f  t h e  p r e s i d e n t .  Seve ra l  s t e p s  were taken,  however, t o  an- 
t i c i p a t e  two p o t e n t i a l  problem a r e a s  t h a t  Gibb sugges t s  a r e  p o s s i b l e  
r easons  f o r  t h e  i n c o n s i s t e n t  r e s u l t s  of p r i o r  s t u d i e s :  
~~~~~~~ 
~~ ~~~ 
~- ~ ~ ~ ~ 
(1) P e r s o n a l i t y  d e s c r i p t i o n  and measurement themselves a re  
n o t  yet adequate.  R e l i a b l e  means of measuring b a s i c  p e r s o n a l i t y  
dimensions a r e  s t i l l  needed. It nay be t h a t  i n  l e a d e r s h i p  re- 
sea rches  t h e  r e a l l y  s i g n i f i c a n t  a s p e c t s  of p e r s o n a l i t y  have no t  
y e t  been i n v e s t i g a t e d .  (2) The groups s t u d i e d  have u s u a l l y  
been markedly d i f f e r e n t  from one ano the r  and t h i s  may have had 
t h e  e f f e c t  of conceal ing a relaeioln between p e r s o n a l i t y  and t h e  
e x c e r c i s e  of l e a d e r s h i p  w i t h i n  a more homogeneous set  of groups 
o r  family of s i t u a t i o n s .  (Gibb, 1954) 
The major p e r s o n a l i t y  v a r i a b l e  of i n t e r e s t  i n  t h e  p re sen t  study was 
need f o r  achievement. The s p e c i f i c  aim was t o  test  McClelland's macro 
theo ry  of economic growth a t  t h e  W ~ C ~ Q  l e v e l  of o r g a n i z a t i o n a l  p e r f o r -  
mance. 
r e s e a r c h ,  t h a t  McClelland's v e r s i o n  of the Thematic A pe rcep t ion  Test 
(T.A.T.) provided a r e l i a b l e  means of measuring t h e  p e r s o n a l i t y  t r a i t  
of primary i n t e r e s t .  (McClelland, 1961; Atkinson, 1958) 
There seemed little. doubt, i n  view of t h e  e x i s t i n g  body o f  p r i o r  
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With r e s p e c t  t o  t h e  second problem a r e a ,  a very homogeneous set of 
groups o r  family of s i t u a t i o n s  have been examined. 
t h a t  t h e  p o t e n t i a l  i n f l u e n c e  of t h e  " s i t u a t i o n "  has  been mi t iga t ed  thereby 
i n c r e a s i n g  t h e  p r o b a b i l i t y  of f i n d i n g  a r e l a t i o n s h i p  between t h e  l e a d e r ' s  
p e r s o n a l i t y  and company performance. C l e a r l y ,  i f  one sought t o  e x p l a i n  
v a r i a t i o n s  i n  company performance on t h e  b a s i s  o f  t h e  p r e s i d e n t ' s  need 
f o r  achievement, t h e  s i t u a t i o n s  s t u d i e d  would have t o  be such t h a t :  
I n  e f f e c t ,  t h i s  means 
(1) t h e  need ( i f  i t  should e x i s t )  could manifest  i t s e l f  i n  
conc re t e  behav io ra l  terms and, 
(2) t h i s  behavior would be capable  of making a rea l  d i f f e r e n c e  
~ - ~- ~~- -~~ - ~~ ~ 
i n  terms of company performance. 
It would be s u r p r i s i n g ,  indeed, t o  f i n d  a r e l a t i o n s h i p  between t h e  p r o f i t s  
of companies l i k e  General Motors and t h e i r  p r e s i d e n t s '  need f o r  achievement. 
For t h e s e  r easons ,  t h e  focus i n  t h i s  s tudy  was upon t h e  new, small ,  
t echn ica l ly -based  e n t e r p r i s e .  The en t r ep reneur -p res iden t  of such a 
company has placed himself i n  a s i t u a t i o n  where h i s  need f o r  achievement, 
if it e x i s t s ,  can be r e a d i l y  t r a n s l a t e d  i n t o  conc re t e  behavior .  He s t a r t s  
t h e  company, h i r e s  people  and motivates  them, se l l s ,  p l ans ,  t a k e s  r i s k s ,  
and so on. It i s  h i s  p e r s o n a l i t y  2nd motivat ion t h a t  molds t h e  company 
i n  i t s  every a s p e c t .  Furthermore, i n  such s i t u a t i o n s ,  t h e  e n t r e p r e n e u r s '  
e f f o r t s  and d e c i s i o n s  a r e  l i k e l y  t o  be very important i n  determining t h e  
i n i t i a l  success  of t h e  venture .  
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DEFINITION OF NEEDS MEASURED AND SPECIFIC HYPOTHESES 
Need f o r  achievement (n-ach) does not  lend i t s e l f  t o  a simple d e f i -  
n i t i o n  but can bes t  be understood i n  terms of d i s t i n g u i s h i n g  c h a r a c t e r i s -  
t i c s  of people c l a s s i f i e d  a s  high vs .  low. 
t o  t a k e  moderate a s  opposed t o  h igh  o r  low r i s k s .  
I n d i v i d u a l s  h igh  i n  n-ach t end  
I n  a d d i t i o n ,  t hey  u s u a l l y  
perform b e t t e r  a t  t a s k s  which are  moderate i n  r i s k .  
a r e  not achievement o r i e n t e d  s i t u a t i o n s  because of e i t h e r  e a s e  o r  impossi-  
Both low and high r i s k  
b i l i t y  of accomplishment. On the  o t h e r  hand moderate r i s k  t a s k s  can be 
accomplished i n  an  innova t ive  manner through t h e  e f f o r t s  of t h e  ach iev ing  
i n d i v i d u a l .  _ _  High n-ach-individuals -tend t o  c h o o s e a n d  work h a r d  at t-asks 
in which they can ach ieve  i n  pe r sona l ly  determined novel or i nnova t ive  
ways. T h e i r  high n-ach does not l e a d  them t o  work hard and perform w e l l  
a t  merely any th ing .  
The high n-ach i n d i v i d u a l  has  t o  have conc re t e  feedback on h i s  a c t i o n s  
and must pe rce ive  t h a t  t h e  end r e s u l t  i s  a t  l e a s t  ir. p a r t  due t o  h i s  a c t i o n s .  
The i m p l i c a t i o n  h e r e  i s  t h a t  t he  conc re t e  feedback i s  e x t e r n a l  t o  t h e  i n -  
d i v i d u a l ,  i . e .  p r o f i t s  from h i s  bus iness  r a t h e r  t han  pe r sona l  s a t i s f a c t i o n  
t h a t  he i s  a good manager. As McClelland p o i n t s  o u t ,  however, money and 
p r o f i t s  do not  have i n t r i n s i c  i n t e r e s t  f o r  t h e  high n-ach i n d i v i d u a l .  In -  
s t e a d ,  I'Money, t o  them, was the  measure of success .  It gave them t h e  con- 
c r e t e  knowledge of t h e  outcome of t h e i r  e f f o r t s  t h a t  t h e i r  motivat ion de -  
manded." (McClelland, 1961, p.237) 
The a s s o c i a t i o n  of high n-ach wi th  t h e  cho ice  of en t r ep reneur sh ip  as  
a c a r e e r  a l s o  fol lows from t h e  above. C l e a r l y ,  i n h e r e n t  i n  t h e  e n t r e p r e -  
n e u r i a l  s i t u a t i o n  a r e  most of t h e  c h a r a c t e r i s t i c s  which may s a t i s f y  i n d i -  
vidua 1s h igh  i n  n-ach. (McClelland, 1961) 
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Need f o r  Power (n-pow) i s  " tha t  d i s p o s i t i o n  d i r e c t i n g  behavior towerd 
s a t i s f a c t i o n s  cont ingent  upon the  c o n t r o l  of t h e  means of i n f l u e n c i n g  a n o t h e r  
person. 
s i d e r s  himself t h e  ' g a t e  keeper '  t o  c e r t a i n  decision-making o f  o t h e r s .  The 
means of c o n t r o l  can be anything a t  a l l  t h a t  can be used t o  manipulate  
a n o t h e r  person." (Atkinson, 1958, p. 105) 
I n  t h e  phenomenal sphere of t h e  power-motivated i n d i v i d u a l  he con- 
Need f o r  A f f i l i a t i o n  (n -a f f )  i s  concerned wi th  t h e  e s t ab l i shmen t ,  
maintainence,  o r  r e s t o r a t i o n  of p o s i t i v e  a f f e c t i v e  r e l a t i o n s h i p s  wi th  o t h e r  
people .  
f r i e n d s h i p .  Statements  of l i k i n g  or d e s i r e  t o  be l i k e d ,  accepted,  o r  f o r -  
g i v e n  are man i fe s t a t ions  of t h i s  motive. . (Atkinson, 1958) Feedback 
i s  implied in that  t h e  i n d i v i d u a l  who is h igh  €n need f o r  a f f i l i a t i o n  has  
t o  have t h e  i n t e r n a l  f e e l i n g  t h a t  he i s  l i k e d  o r  accep ted .  
i s  feedback of a d i f f e r e n t  s o r t  t han  one might expect t o  be necessary t o  
a n  i n d i v i d u a l  h igh  i n  n-ach. 
These r e l a t i o n s h i p s  a r e  most adequa te ly  desc r ibed  by t h e  word 
Note t h a t  t h i s  
The major hypo thes i s  t o  be t e s t e d  concerns t h e  r e l a t i o n s h i p  between 
a n  e n t r e p r e n e u r ' s  level of n-ach and h i s  company's performance. 
f i c a l l y ,  given t h a t  an  i n d i v i d u a l  becomes an  en t r ep reneur  ( thereby p l a c i n g  
himself  i n  a s i t u a t i o n  capable  of s a t i s f y i n g  h igh  n-ach i n d i v i d u a l s ) ,  t h e  
performance of h i s  company i s  d i r e c t l y  r e l a t e d  t o  h i s  l e v e l  of n-ach. 
I n  a d d i t i o n ,  t h e  a u t h o r s  were i n t e r e s t e d  i n  t h e  r e l a t i o n s h i p  among 
More s p e c i -  
t h e  t h r e e  needs (n-ach, n - a f f ,  and n-pow) and how t h e i r  j o i n t  product a f -  
f e c t e d  performance of t h e  companies under s tudy .  
was s t i m u l a t e d  by McClelland's d i scuss ion  of t h e  j o i n t  product of n-pow 
and n -a f f  i n  r e l a t i o n  t o  d i c t a t o r s h i p .  (McClelland, 1961) He found t h a t  
n-pow was no t  r e l a t e d  t o  economic growth but was r e l a t e d  to s t y l e  of lead-  
The i n q u i r y  i n  t h i s  form 
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e r s h i p .  More s p e c i f i c a l l y ,  t h e  combination of  a h igh  n-pow and a low n-af f  
was a s s o c i a t e d  wi th  t h e  tendency of  a country t o  r e s o r t  t o  t o t a l i t a r i a n  
methods a s  a s t y l e  of leadersh ip .  
t o  a u t h o r i t a r i a n  c o n t r o l  i n  which t h e r e  i s  l i t t l e  concern f o r  people i n  
g e n e r a l  un le s s  t h e  n-pow i s  checked by a h igh  n-aff  a s  is t h e  c a s e  i n  t h e  
United S t a t e s .  
The impl i ca t ion  i s  t h a t  h igh  n-pow l eads  
METHODOLOGY 
Eighteen small r e sea rch  and development companies i n  t h e  Boston a r e a  
They ranged i n  a c t i v i t i e s  from s e r v i c e  t o  manu- were s e l e c t e d  f o r  s tudy.  
f a c t u r e  of p r o p r i e t a r y  products .  
(Schrage, 1965) Company and e n t r e p r e n e u r i a l - p e r s o n a l i t y  information were 
ga thered  from t h e  en t r ep reneur -p res iden t .  Among t h e  informat ion  c o l l e c t e d  
were company p r o f i t  and growth f i g u r e s  and t h e  McClelland ve r s ion  of  t h e  
Thematic Apperception Test (T.A .T .) f o r  each en t r ep reneur .  The p r o f i t  and 
growth f i g u r e s  were used as measures of performance. They a r e  def ined  i n  
d e t a i l  below. The T,A.T.'s were scored f o r  n-ach, n-pow, and n-aff  by t h e  
Motivat ion Research Group a t  Harvard Univers i ty  i n  Cambridge, Massachuset ts .  
The r e s u l t i n g  sco res (2 )  were the  b a s i s  f o r  t h e  a n a l y s i s  of t h e  s t r e n g t h  of 
v a r i o u s  needs i n  r e l a t i o n  t o  performance. 
A l l  companies a r e  t e n  y e a r s  o l d  o r  less. 
The two company r e l a t e d  ind ices  used a s  measures of success  a r e  a s  
f o l l o w s :  
p o r t e d  h i s t o r y  of  t h e  company ( p r o f i t ) .  
Average percent  p r o f i t  o r  l o s s  on s a l e s  measured du r ing  t h e  re- 
The au tho r s  r e a l i z e  t h a t  t h e  wide 
* Average i n t e r c o d e r  r e l i a b i l i t i e s  of s c o r e r s  from t h e  Motivat ion Research 
Group a r e  i n  t h e  h igh  0.80 range. 
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range of t echn iques  used by research-based e n t e r p r i s e s  ( a s  w e l l  a s  small, 
one-owner companies i n  gene ra l )  i n  r e p o r t i n g  p r o f i t s  r e q u i r e s  g r e a t  c a u t i o n  
i n  t h e  u s e  of such a measure. A s  a r e s u l t  t h e  p r o f i t  f i g u r e s  were a d j u s t e d  
a s  fo l lows .  
c a p i t a l i z e d  were s u b t r a c t e d .  Also, t h e  d i f f e r e n c e  between t h e  s a l a r y  pa id  
t o  t h e  p r e s i d e n t  and what would have been paid t o  a s t r a n g e r  ho ld ing  t h e  
same job  was added o r  sub t r ac t ed .  (Schrage, 1965) 
A l l  amounts spent  on p r o p r i e t a r y  r e sea rch  o r  development but 
Annual i n c r e a s e  i n  t h e  logari thm of s a l e s  volume between t h e  second 
and most r ecen t  yea r  r epor t ed  (Growth Rate) .  The e a s i e s t  way t o  under- 
s t and  t h i s  measure is t o  cons ide r  a n  example. 
o l d .  Its second y e a r  sales were $100,000 and i t s  l a s t  y e a r  (seventh) sales 
were $950,000. These two s a l e s  va lues  a t e  p l o t t e d  on semi-log paper.  The 
Growth Rate i s  i n d i c a t e d  by t h e  percent  r a t e  of change from y e a r  t o  y e a r .  
Th i s  i s ,  of cour se ,  cons t an t  over t h e  seven y e a r s .  The Growth Rate i n  t h i s  
c a s e  would be approximately .56. 
Company A i s  seven y e a r s  
P r o f i t  and Growth Rate were h i g h l y  c o r r e l a t e d  (Tau = .39,  p ( 1 - t a i l )  = 
.01, N = 18). Both measures a r e  used independently throughout t h i s  paper .  
The a u t h o r s '  purpose i n  t h i s  procedure i s  t o  a t t empt  t o  lend more c r e d i -  
b i l i t y  t o  t h e  r e s u l t s  by showing c o n s i s t e n t  t r e n d s  and r e l a t i o n s h i p s  wi th  
two measures of performance. Although they a r e  s t r o n g l y  r e l a t e d ,  t h e  c o r -  
r e l a t i o n  i s  not p e r f e c t .  
Table  1. 
A summary of a l l  variables measured appears  i n  
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TABLE 1 
Means, Medians, and Ranges of Var iab les  Measured 
VARIABLE 
~ ~~ 
N -ACH 
N-AFF 
N-POW 
PROFIT 
GROWTH RATE 
MEAN 
4.5 
2.9 
3 .7  
-3 .1  
.50 
~ 0 . 4  
-5 t o  14 
0 t o  10 
-50 t o  29 
0 t o  1.32 
.~ 
RESULTS 
It i s  important  t o  emphasize a t  t h i s  po in t  t h a t  hypothes is  t e s t ing  
was based on a very small  sample of d a t a .  To d e a l  most e f f e c i t v e l y  wi th  
t h i s  problem, one of t h e  most powerful of  t h e  non-parametric s t a t i s t i c a l  
tes ts ,  t h e  Mann-Whitney U test ,  was used f o r  a l l  ana lyses .  I n  c r e a t i n g  
subgroups f o r  t h e s e  ana lyses ,  comparabi l i ty  of  sample s i z e s  was t h e  guid-  
i n g  d e c i s i o n  r u l e .  
t h i s  d e c i s i o n  r u l e  impossible ,  t i e d  s c o r e s  were randomly d i s t r i b u t e d  i n t o  
ad jacen t  subsamples. 
Where a l a r g e  number of t i e d  obse rva t ions  rendered 
Re la t ionsh ip  Between Needs 
The f i r s t  ques t ion  of i n t e r e s t  concerns t h e  n a t u r e  of t h e  r e l a t i o n s h i p  
among t h e  t h r e e  needs;  n-ach, n - a f f ,  n-pow. 
t o  n-pow but nega t ive ly  r e l a t e d  t o  n-ach. 
the  h ighe r  one ' s  need f o r  a f f i l i a t i o n ,  t h e  lower o n e ' s  need f o r  achievement.  
N-aff was found t o  be un re l a t ed  
(See Table  2) .  I n  o t h e r  words, 
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Table 2 
Re la t ionsh ip  Between N-aff vs N-pow and N-ach 
(N=18)  
N-aff 
I I 
H i  (14.0) Med ( l > x  < 4 )  Lo (51 .0 )  
(N-7) (N=5) I 
- 
Mann-Whitney U T e s t s :  
N-off vs N-ach; (a) vs  (b), pc.27 
(a )  vs (c ) ,  p 4 . 0 5  
(b) vs ( c ) ,  P C.27 
N-aff vs N-pow; (d) vs  ( e ) ,  p <.31 
(d) v s  ( f ) ,  P < . 2 1  
(e )  vs  ( f ) ,  ~ 4 . 4 7  
A somewhat s u r p r i s i n g  phenomenon appears  i n  t h e  r e l a t i o n s h i p  between 
n-ach and n-pow. A moderate l e v e l  of n-ach i s  a s s o c i a t e d  wi th  a h ighe r  
l e v e l  of n-pow than  e i t h e r  a high o r  low l e v e l  of n-ach. (See Table 3).  
There appea r s ,  i n  o t h e r  words, t o  b e  a c u r v i l i n e a r  r e l a t i o n s h i p  between 
n-ach and n-pow, 
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Table  3 
Re la t ionsh ip  Between N-ach vs. N-pow 
( N a 1 8 )  
r 
N-ach 
H i  (r9.0) Med (bxC9) Lo (SO) 
(N=5) (N-7) (N=6) 
2 .8(a)  5 .6 (b )  2 .2 (c )  
N-ach vs N-pow; (a) vs (b) p 4 - 0 9  
(a) vs (c ) ,  p c . 3 7  
(b) vs ( c ) ,  p C .04 
Rela t ionsh ip  Between Needs and Measures of Performance 
The major hypothes is  i n  t h i s  s tudy p red ic t ed  a p o s i t i v e  r e l a t i o n s h i p  
between an  en t r ep reneur ' s  l e v e l  of n-ach and h i s  company's performance 
( p r o f i t s  and growth r a t e ) .  The hypothes is ,  i n  t h a t  form, could not  be 
s u b s t a n t i a t e d .  (3)  There appears ,  i n s t e a d ,  t o  be a J-shaped r e l a t i o n s h i p  
between n-ach and company performance; l a r g e  l o s s e s  and low growth r a t e  
a r e  a s s o c i a t e d  w i t h  moderate n-ach. This  n o n - l i n e a r i t y  appears  only mi ld ly  
i n  t h e  r e l a t i o n s h i p  between n-ach and p r o f i t  but i s  q u i t e  marked i n  t h e  
r e l a t i o n s h i p  between n-ach and growth ra te .  (See Table  4) 
Kendoll Tau n-ach v s  p r o f i t  = .2067, p ( 1 - t a i l )  = .13 
Kendall  Tau n-ach v s  growth r a t e  = .1070, p ( 1 - t a i l )  = .2G 
3 
‘I 
I 
Prof it 
Growth Rate 
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N-ach 
Hi (29.0) Med (O>x<9) Lo (GO) 
(N=5) (N=7) (N=6) 
9.7(4 -9. 2(b) -6.6(‘) 
0. 76(d) 0.29 (e) 0.45 (f) 
Table 4 
Relationship Between N-ach and Measures of Company Performance 
(N=18) 
N-ach vs Profit; (a) vs (b) , p 4 .02 
(a) vs (c), p< .03 
(b) vs (c), PC.27 
N-ach vs Growth Rate: (d) vs (e), pC .001 
(d) vs (f), pc .04 
(e) vs (f) , P <.Ob 
The fact that there also appeared to be a non-linear relationship 
between n-ach vs. n-pow (See Table 3 ) ,  led to an examination of the relation- 
ship between n-pow and company performance. Although the levels of signi- 
ficance achieved are below acceptable limits, the pattern observed is sug- 
gestive of a curvilinear relationship between n-pow and company perfor- 
mance; large losses and low growth rate are associated with both high and 
low n-pow. (See Table 5) Furthermore, when the extreme low (0.0) and high 
(35.0) n-pow groups taken together (N=9) are compared with the moderate 
n-pow group (N=9), the moderate group is significantly more profitable. ( 4 )  
Extreme n-pow, profit = - 9 . 4 ;  Moderate n-pow, profit = 3.2; 
Significance of difference, pe.06, Mann-Whitney U-test. 
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TABLE 5 
Re la t ionsh ip  Between N-pow and Measures of Company Performance 
(Nz18) 
Mann-Whitney U Tests: 
N-pow vs P r o f i t ;  (a) v s  (b ) ,  p & 1 2  
(a )  vs  ( c ) ,  P C . 4 1  
(b) vs  ( c ) ,  p 4 . 1 6  
N-pow vs Growth Ra te ;  (d) vs ( e ) ,  p L . 0 9  
(d)  vs ( f ) ,  p C . 4 1  
(e )  vs ( f ) ,  p 4 . 1 2  
*Several  s co res  were t i e d  a t  2 .0 .  These were randomly d i s t r i b u t e d  among 
t h e  Med and Lo: groups.  
I n  t h e  ana lyses  t h u s  f a r  we have focused upon t h e  r e l a t i v e  o rde r ing  
of people w i t h i n  a s i n g l e  need, e . g . ,  h igh  a-ach v s  low n-ach. Another 
approach i s  t o  examine p a t t e r n s  o f  dominance a c r o s s  s e v e r a l  needs w i t h i n  
a s i n g l e  i n d i v i d u a l .  For t h i s  purpose,  xaw need sco res  were t ransformed 
i n t o  s t anda rd ized  s c o r e s .  (5) An i n d i v i d u a l  was then  c l a s s i f i e d  as  being  
e i t h e r  predominantely achievement o r i e n t e d  o r  power o r i e n t e d .  (6) It is 
This  was done us ing  s tandard ized  norm s c o r e s  provided by t h e  Mot iva t ion  
Research Group. 
6 N-aff was e l imina ted  from t h i s  a n a l y s i s  s i n c e  i t  was found t o  b e  un re l a t ed  
to e i t h e r  measure of  company performance. 
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poss ib l e ,  i n  o t h e r  words, f o r  a person t o  have been c l a s s i f i e d  a s  low n-ach, 
r e l a t i v e  t o  t h e  t o t a l  sample, and a l s o  be c l a s s i f i e d  a s  achievement o r i e n t e d  
r e l a t i v e  t o  h i s  own power o r i e n t a t i o n .  
As expected,  those  en t repreneurs  whose n-ach i s  g r e a t e r  than t h e i r  
n-pow perform s i g n i f i c a n t l y  b e t t e r  than  t h e i r  coun te rpa r t s  whose n-pow i s  
g r e a t e r  t han  t h e i r  n-ach (79 
With t h e  l i m i t e d  sample s i z e  a v a i l a b l e ,  more s o p h i s t i c a t e d  s t a t i s t i c a l  
t echniques  t h a t  might h e l p  t o  c l a r i f y  t h e  r e l a t i o n s h i p s  between company 
performance, n-achy and n-pow are  not  f e a s i b l e .  
DISCUSSION 
The present  s tudy  u t i l i z e s  TAT p ro toco l s  t h a t  were ga thered  and analyzed 
by Schrage a s  r epor t ed  i n  "The R&D Entrepreneur :  P r o f i l e  of Success". 
(Schrage, 1965) Reanalysis  of h i s  p ro toco l s  by t h e  Motivat ion Research 
Group a t  Harvard Univers i ty  produces an i n t e r c o d e r  r e l i a b i l i t y  f o r  n-ach of 
.60 (Rank-order c o r r e l a t i o n )  which i s  not  high enough t o  i n d i c a t e  conf i -  
dence i n  e i t h e r  s e t  of s c o r e s .  Subsequently,  t h e  p ro toco l s  were reana lyzed ,  
a g a i n  by t h e  Motivat ion Research Group a t  Harvard. The i n t e r c o d e r  r e l i a -  
b i l i t y  between t h e  two sets of s co res  f o r  t h e  Motivation Research Group was 
.94  (Rank-order C o r r e l a t i o n ) .  As a resul t  the au tho r s  have more confidence 
i n  t h e  o r i g i n a l  Motivat ion Research Group sco res  than those  used by Schrage. 
The a n a l y s i s  u t i l i z i n g  t h e  Motivation Research Group s c o r e s  y i e l d s  conclu-  
s i o n s  t h a t  a r e  s u b s t a n t i a l l y  d i f f e r e n t  from those  r epor t ed  by Schrage. 
Predominantly n-achy median p r o f i t  = 3 . 6  , N=10; predominantly n-pow, 
median p r o f i t  = -1 .4,  N = 8 ;  S ign i f i cance  of d i f f e r e n c e ,  p< .O6 ,  Mann 
Whitney U T e s t .  
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It is u s e f u l  a t  t h i s  point t o  cons ider  a hypo the t i ca l  model of small 
Fac to r s  which a f f e c t  performance might: be sepa ra t ed  company performance. 
i n t o  two groups,  p e r s o n a l i t y  and non-personal i ty .  Within each of these 
two groups a r e  v a r i a b l e s  which could be c a l l e d  l o g i c a l  whole concepts .  
I n  o t h e r  words t h e r e  a r e  l o g i c a l  aggrega tes  r ep resen t ing  t h e  i n t e r a c t i o n  
of s e v e r a l  v a r i a b l e s  which toge ther  a r e  r e f l e c t e d  i n  one concept .  These 
aggrega tes  have s t r o n g  inf luences  on performance. The components of t h e  
aggrega tes  a l s o  have an  e f f e c t  on performance but one which is  less s t rong .  
Following t h i s  reasoning ,  a s i n g l e  p e r s o n a l i t y  v a r i a b l e  such a s  n-achicve- 
ment is not  a l o g i c a l  whole concept.  It i s  one of t h e  components of t h e  
aggregate t h a t  mLght be c a l l e d  a c t i v e  p e r s o n a l i t y .  
can be viewed a s  an  in t e rven ing  v a r i a b l e ,  determined by the j o i n t  product 
of s e v e r a l  s i n g l e  p e r s o n a l i t y  f a c t o r s  such a s  n-ach and n-pow, which d i -  
r e c t l y  and s t r o n g l y  a f f e c t s  performance. It i s  perhaps n-ach tempered and 
modified by n-pow and o t h e r  f a c t o r s  which determines t h e  a c t i v e  p e r s o n a l i t y .  
The e n t r e p r e n e u r ' s  behavior ,  determined by h i s  a c t i v e  p e r s o n a l i t y ,  i s  what 
d i r e c t l y  a f f e c t s  performance. The major cons ide ra t ion  i s  t h a t  pe r sona l i ty -  
performance r e l a t i o n s h i p s  a r e  complex. 
one might not  expect t o  f i n d  s t rong ,  d i r e c t  r e l a t i o n s h i p s  between a s i n g l e  
p e r s o n a l i t y  f a c t o r  such a s  need f o r  achievement and performance. 
The a c t i v e  p e r s o n a l i t y  
To some degree t h i s  exp la ins  why 
Analys is  of t h e  r e s u l t s  of t h i s  s tudy i n d i c a t e ,  i n  f a c t ,  t h a t  more 
complex r e l a t i o n s h i p s  do have t o  be examined i f  a r e a l i s t i c  view of  per- 
formance determined by pe r sona l i ty  i s  t o  be gained.  I n  t h e  l i g h t  of t h e  
above d i scuss ion  t h e  absence of  a s t r o n g  p o s i t i v e  r e l a t i o n s h i p  between 
n-ach and performance ( p r o f i t  and growth r a t e )  i s  not too  s u r p r i s i n g .  
I n s t e a d ,  a discont inuous  r e l a t i o n s h i p  was observed a s  fo l lows .  High n-ach 
I 
j 
I '  ' . 
I 
t '  
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i s  a s s o c i a t e d  wi th  high performance. 
w i th  1ow.performance wh i l e  low n-ach i s  a s s o c i a t e d  w i t h  moderate p e r f o r -  
mance. 
However,moderate n-ach i s  a s s o c i a t e d  
It seems reasonable  t o  assume t h a t  i n d i v i d u a l s  who a r e  not  high i n  a 
p a r t i c u l a r  need a r e  motivated o r  d e r i v e  t h e i r  a c t i v e  p e r s o n a l i t i e s  from 
o t h e r  needs.  
c i a t e d  wi th  high performance, one might not so e a s i l y  conclude t h a t  t h e  
rest of t h e  n-ach spectrum i s  a s s o c i a t e d  i n  a c o n s i s t a n t  manner wi th  p e r -  
formance. I n s i g h t  i n t o  t h e  n a t u r e  of personal i ty-performance r e l a t i o n s h i p s  
f o r  t h o s e  who do no t  have a high n-ach might be gained by an  a n a l y s i s  of 
the r e l a t i o n s h i p  between performance and o t h e r  needs.  
was done by Ramallo i n  an  i n d i r e c t  way when he considered t h e  p o s s i b i l i t y  
t h a t  t h e  n-ach s c o r e  i n d i c a t e d  two d i f f e r e n t  and sepa rab le  needs.  (Ramallo, 
1963) 
Therefore ,  wh i l e  one might observe t h a t  high n-ach i s  a s so -  
Such an a n a l y s i s  
Ramallo found a r e l a t e d  but d i f f e r e n t  concept t han  n-ach evident  i n  
t h e  n-ach sco re .  (Ramallo, 1963) This  concept,  c a l l e d  va lue  of achieve-  
ment, might produce d i f f e r e n t  behavior than one would expect i f  t h e  need 
f o r  achievement were more pure.  Need f o r  achievement d r i v e s  an  i n d i v i d u a l  
a long  a s p e c i f i c  path between h i s  p re sen t  p o s i t i o n  and t h e  achievement of 
some goa l  wh i l e  va lue  of achievement o r i e n t s  t h e  i n d i v i d u a l  t o  t h e  goa l  
i t s e l f ,  n e g l e c t i n g  t h e  cond i t ions  r equ i r ed  t o  g e t  t o  t h e  g o a l .  
words a person may va lue  achievement without having t h e  i n t e r e s t  or d r i v e  
t o  a c t u a l l y  ach ieve .  
n-ach were predominantly dr iven by t h e i r  n-ach. I n d i v i d u a l s  who were low 
i n  n-ach were not d r i v e n  by e i t h e r  need f o r  achievement o r  va lue  achieve-  
ment, but r a t h e r  presumably by some o t h e r  need. However, i n d i v i d u a l s  who 
I n  o t h e r  
Ramallo found t h a t  i r d i v i d u a l s  who scored h igh  i n  
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had a moderate n-ach s c o r e  had a l a r g e  component of va lue  of achievement 
which perhaps e x p l a i n s  t h e i r  unexpected low performance. Th i s  t heo ry  i s  
u n t e s t e d  and i s  presented merely t o  suggest  a f u r t h e r  exp lana t ion  of t h e  
occurrence of a J-shaped r e l a t i o n s h i p  between n-ach and performance. 
The ana lyses  focusing upon n-pow y i e l d e d  r e s u l t s  t h a t  i n d i c a t e d  t h a t  
need f o r  power was c u r v i l i n e a r l y  r e l a t e d  t o  performance; moderate n-pow 
( r e l a t i v e  t o  t h e  s tudy sample) en t r ep reneur s  r an  t h e  h ighes t  performing 
companies wh i l e  both high and low n-pow en t r ep reneur s  r a n  low performing 
companies. 
One p o s s i b l e  exp lana t ion  f o r  t h i s  f i n d i n g  l i e s  i n  t h e  r e l a t i o n s h i p  
between n-paw and v a r i o u s  s t y l e s  of l e a d e r s h i p .  The lower an i n d i v i d u a l ' s  
n-pow, t h e  more permissive o r  l a i s s e z - f a i r e  h i s  s t y l e  of l e a d e r s h i p  w h i l e  
t h e  h ighe r  h i s  n-pow, t h e  more a u t o c r a t i c  o r  a u t h o r i t a r i a n  h i s  s t y l e  of 
l e a d e r s h i p .  
of t h e  two extreme s t y l e s  which is bes t  descr ibed by democratic.(8) 
The middle of t h e  n-pow spectrum r e p r e s e n t s  a mixed i n f l u e n c e  
P r i o r  
r e s e a r c h  ( L i p p i t t  and White, 1958) has suggested t h a t  i n  c e r t s i n  s i t u a t i o n s  
t h e  most e f f e c t i v e  l e a d e r s h i p  s t y l e  i s  democratic and t h a t  performance of 
groups c o n t r o l l e d  i n  t h i s  manner i s  b e t t e r  t han  t h a t  of groups c o n t r o l l e d  
by e i t h e r  of t h e  o t h e r  two s t y l e s .  The a u t h o r s  favor  t h i s  exp lana t ion  of 
t h e  r e l a t i o n s h i p  between n-pow and performance because of t h e  n a t u r e  of t h e  
companies s t u d i e d .  A l l  were small  and l i k e l y  t o  be s t r o n g l y  e f f e c t e d  by 
t h e  behavior of t h e  entrepreneur  a lone ,  which g ives  t h e  companies most of 
t h e  c h a r a c t e r i s t i c s  of small groups. ( L i p p i t t  and White, 1958) 
The a u t h o r s  have assumed of course t h a t  high n-pow l e a d e r s  a r e  more 
l i k e l y  t o  e x e r c i s e  a n  a u t o c r a t i c  s t y l e  of l e a d e r s h i p  and low n-pow 
l e a d e r s  a l a i s s e z - f a i r e  s t y l e .  
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An a t tempt  was made t o  shed some l i g h t  on the m u l t i p l e  e f f e c t s  of 
n-ach and n-pow by examining t h e  r e l a t i o n s h i p  between performance and 
dominant need p a t t e r n s .  A s  expected, t hose  companies headed by e n t r e p r e -  
neurs  whose n-ach dominates t h e i r  n-pow a r e  s i g n i f i c a n t l y  more s u c c e s s f u l  
t han  t h e i r  coun te rpa r t s  who have a converse motive conf igu ra t ion .  This  
f i n d i n g  r e i n f o r c e s  t h e  no t ion  t h a t  high n-ach is a requirement f o r  h igh  
company performance and t h a t  high n-pow, p a r t i c u l a r l y  when it  dominates 
n-ach, i s  de t r imen ta l  t o  performance. 
The a n a l y s i s  of t h e  r e l a t i o n s h i p  between n-pow and n-ach i n d i c a t e s  
t h a t  the h i g h e s t  levels of n-pow a r e  a s s o c i a t e d  w i t h  moderate levels of 
n-ach. 
of performance t o  moderate l e v e l s  of  n-ach and t h e  d i s c u s s i o n  of  domi- 
nance p a t t e r n s ,  t h i s  f i n d i n g  may h e l p  t o  f u r t h e r  exp la in  t h e  d iscont inuous  
r e l a t i o n s h i p  between n-ach and performance. The au tho r s  f avor  t h e  no t ion  
t h a t  t h e  j o i n t  product o f  R - ~ O W  and n-ach has  a g r e a t  d e a l  t o  do w i t h  d e t e r -  
mining performance. More s p e c i f i c a l l y ,  n-ach seems t o  be a c r i t i c a l  v a r i -  
a b l e  i n  t h e  de t e rmina t ion  of small  company performance. However, i t  i s  
n-ach expressed o r  manifested through t h e  mechanisms determined by t h e  i n -  
d i v i d u a l ' s  n-pow which produces e n t r e p r e n e u r i a l  behavior  which might en- 
hance company performance. 
In  the l i g h t  of t h e  prev ious  d i s c u s s i o n  r e l a t i n g  t h e  lowest level 
I n  summary t h e n  one might view t h e  two needs,  n-ach and n-pow a s  
de te rminants  of  smal l  company performance i n  t h e  fo l lowing  manner. High 
n-ach and moderate n-pow a r e  a s soc ia t ed  wi th  h igh  performance. 
seems t o  be a neccssary cond i t ion  f o r  h igh  performance whereas moderate 
n-pow seems t o  make i t  more probable .  Moderate and low l e v e l s  of n-ach 
a r e  a s s o c i a t e d  wi th  lower l e v e l s  af performance, t h e  o rde r  of  a s s o c i a t i o n  
High n-ach 
4 
... 
4 .  
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being determined by t h e  l e v e l  of n-pow. 
a r e  d i sp l ayed  i n  t h e  fo l lowing  graph. 
These hypothesized r e l a t i o n s h i p s  
II i 
need f o r  
achievement 
and need 
f o r  power 
- - - - -  
Hi Lo 
Lo 
Performance 
e 
The a n a l y s i s  of tlie two needs i n d i v i d u a l l y  w i t h  performance sugges t s  
a p e r s o n a l i t y  formula f o r  succcss i n  bus iness  t h a t  i s  not  based on one-to-  
one r e l a t i o n s h i p s .  It i s  t h e  i n t e r a c t i o n  e f f e c t s  of s e v e r a l  needs t h a t  
seem t o  e x p l a i n  performance. The r e s u l t s  r epor t ed  admi t t ed ly  a r e  based 
on small sample s i z e s .  However, t h e  p a t t e r n  of i n t e r a c t i o n  observed is 
r easonab le  and c o n s i s t a n t  w i t h  e s t a b l i s h e d  theo ry .  
t h e  a n a l y s i s  might be weak i s  i n  t h e  use  of T.A.T.'s on small  sample s i z e s .  
The a u t h o r s  recognize  t h i s  and expect  t o  engage i n  f u r t h e r  examination of  
t h e  hypotheses  suggested and repor ted  i n  t h i s  paper u t i l i z i n g  broader  
popula t ions .  
The only a r e a  i n  which 
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